Position Description

Business to Business (B2B)  sales executives to promote a unique line of pharmacy dosing and compliance aids and a wide variety of promotional products to increase company sales while assisting customers to promote their brands for new and repeat business.   Potential for hybrid work opportunities after satisfying onsite training requirements.

B2B sales position promoting and selling medication compliance and company branding items to Pharmacies and other medical related businesses.   
Are you a sales professional with a dynamic personality and a skill for closing deals? Then this job is for you. 
 
Job Description:  Telephone Sales account executive B2B
Phone sales  to preexistent database of  independent pharmacies, small chains and corporate offices  associated stores and large contracted chains to present product ideas and information to decision makers with the goal of building relationships for repeat sales.    Sales executive is responsible for entire sale process, from lead generation through close in an assigned territory. Develops and implements agreed upon Marketing Plan which will meet both personal and business goals of expanding customer base in the marketing area. Sales Representative is able to work with the sales team and within the policies and procedures of the company for the achievement of customer satisfaction, revenue generation and long-term account goals in line with company vision and values.

Skills, Requirements and Job Duties
One year telephone sales experience, prefer B2B

Minimum high school or GED diploma.

Strong verbal expression through communication

Relationship building Develop and maintain relationships with clients.
Professional verbal and written communication

Mid-high level Microsoft computer skills.

Basic knowledge of consultative selling

Time Management

Negotiation skills: Negotiation skills are the ability to persuade customers to accept your offer. This can include offering a discount, free shipping, or other incentives to encourage customers to make a purchase. B2B sales representatives may negotiate with large companies that have a large budget for purchasing products.
Learn and use Outlook, Goldmine, Teams and NetSuite for Data entry and account maintenance.

Keep track of all communications via company programs.
Product knowledge training via marketing team, managers, sales team and web sites.
Create client quotes based on product information provided by marketing team members.

Identify potential customers through research of medical related industries.

Meet and/or exceed call  and sales quota

Enjoy what you do!

Training
Training is provided on a continuous basis, beginning with HR orientation, meeting with sales manager, and hands on training by sales liaison and customer service. Reasonable expectations are to learn; computer programs, catalog and other literature, product line ,imprint information and use of marketing tools provided for quick success in order to make call and sales quotas within 15-days of hire date.
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